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ADD VALUE WITH HUD ELECTRONIC FILINGS
f your clients are receiving funding from the Department of Housing and
Urban Development (HUD) you’ve probably heard of the new uniform
financial reporting standards and electronic submission rules for annual
financial reports. The HUD guidelines affect more than 30,000 multifamily
housing projects and 3,300 public housing agencies (PHAs).
Electronic filing is the responsibility of the project owner, not the auditor.
However, the owners are likely to ask their auditors to assist in the electronic
submission or to handle the submission in its entirety. This is an opportunity to
add value to the services you already provide. Your clients, of course, will
expect you to be up to speed on the new requirements. Here are some tips and
general information to help you get through the process.

I

What has changed
Generally, participants in public housing, section 8 housing and in the insured
multifamily housing program must now prepare annual financial information in
accordance with HUD’s revised guidelines, which includes a revised chart of
accounts. Many PHAs, therefore, will have to follow generally accepted
accounting principles (GAAP). The financial information must be submitted to
HUD electronically for evaluation by the agency’s new real-estate-assessment
center (REAC). Program participants or their authorized representatives will
have to visit REAC’s Web site at www.hud.gov/reac/reafin.htm l. Filers can
input the required financial information using templates located on the Web
site’s financial-assessment-subsystem-submission (FASSUB) box.
If HUD requires an audit, entities subject to the requirements will have to pro
duce and maintain—in hard copy—audited financial statement reports.
However, they no longer have to send the reports to HUD unless they are
specifically requested to do so.

Not everyone is included

Getting started

Practitioners should read the new rules carefully because
there are some exceptions. For example, the REAC cur
rently cannot accommodate electronic submissions from
nursing home projects operating under lessor/lessee
arrangements. Consequently, these projects are not yet
subject to the electronic submission requirements and
their owners should continue to submit financial state
ments and audit reports in hard copy to REAC. Other
exceptions include the section 8 moderate rehabilitation
programs and section 8 project-based certificate pro
grams.
Owners who only receive project-based section 8 pro
gram assistance under a housing assistance payment
(HAP) contract may not be required to submit financial
information. These owners should check to see if the
contract contains an addendum requiring that annual
financial statement information be reported to HUD and,
then, double-check with the agency’s field office or the
REAC to make sure.

Due to the impending deadlines, practitioners with HUD
clients should visit the REAC’s Web page as soon as pos
sible. You’ll first want to determine whether the new
rules apply to your clients and what the filing deadlines
are. You may then want to download and review the
appropriate documents. You should have a discussion,
too, with your client at this time, to clarify responsibility
for the actual submission. Remember, HUD has indicated
that electronic filing is the responsibility of the project
owner, not the auditor.

Deadlines loom
Practitioners with clients who are subject to the new
rules should note that time is running out. For entities
other than PHAs, the new rules became effective for fis
cal years ending December 31,1998, with electronic sub
mission generally required within 60 days thereafter.
However, thanks to efforts by the AICPA, multifamily
housing projects with fiscal years ending between

December 31,1998, and March 31,1999, have been grant
ed a one-time, automatic extension to June 30,1999. For
PHAs, the new rules are effective starting with fiscal years
ending September 30, 1999, with electronic submission
required 60 days thereafter.
Entities subject to the requirements of the Single Audit
Act and OMB Circular A-133, Audits of States, Local
Governments, and Non-Profit Organizations, may sub
mit unaudited financial information within the 60-day
time frame. They must submit audited information no
later than nine months after the entity’s fiscal yearend.

Important documents
Entities subject to the new requirements have to prepare
the information in accordance with generally accepted
accounting principles and HUD’s revised guidelines
including a revised chart of accounts. However, practi
tioners should note that HUD Handbook no. 4370.2,
Financial Operations and Accounting Procedures for
Insured Multifamily Projects, and HUD Handbook no.
IG2000.04, Consolidated Audit Guide for Audits of HUD
Programs, have not yet been revised to reflect the new
accounts. In the interim, REAC has provided guidance in
its publication, Common Questions and Answers For
Multifamily Housing Project Owners and Audit
Practitioners Regarding Electronic Submission of
Annual Project Financial Statement and Audit
Information to HUD’s Real Estate Assessment Center
(REAC Q&A).
The REAC Q&A states that, until appropriate revisions
are made, “the existing handbook requirements should be
used in conjunction with the supplemental guidance
provided on REAC’s Web site . . . regarding multifamily
housing project ‘Chart-of-Accounts’ changes, information
on the electronic submission requirements, and the con
tents of these Q&As.” Even if you are not involved in the
electronic submission, the supplemental guidance is a
“must have” for preparing and auditing the client’s finan
cial statements. That guidance includes the following
publications:
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●HUD GAAP Conversion Guide. This document pro
vides help in converting PHAs’ financial statements
from HUD’s basis of accounting to GAAP.
●Industry User Guide for the Financial Assessment
Submission Subsystem for detailed information on
electronic submission guidelines, including FASSUB
registration, system administration and software and
hardware requirements.
© HUD Guidelines for Multifamily Financial Reporting
Revisions. This provides a side-by-side comparison
of the old and new charts of accounts, the reason for
the changes and suggested methods for making the
conversion.

Coordinators and users
Every entity submitting financial information through
FASSUB must have a “coordinator” who registers at the
REAC Web site and whose role is to perform certain
administrative functions necessary for setting up the sub
mission. The coordinator can authorize his or her own
access to the data entry screens or grant access and data
entry capability to users. Users also must register at the
REAC Web site. After registration, coordinator IDs are
mailed by the REAC to the owner of record.
Practitioners who will participate in the electronic sub
mission process should note that some CPAs have report
ed up to two-week delays in obtaining the necessary
coordinator IDs. Consequently, timely coordinator regis
tration through the FASSUB link “Apply for User ID and
Password” is crucial even if you subcontract the function
to someone else. (Some firms believe performing elec
tronic submissions is not economical.)

Technical standards and the actual submission
Auditors with clients who choose to perform the electron
ic submission themselves should refer to the applicable
auditing interpretation in AICPA Professional Standards,
AU section 9550.16-.18, “Other Information in Electronic
Sites Containing Audited Financial Statements,” which
states as follows:
Electronic sites are a means of distributing informa
tion and are not “documents,” as that term is used in
section 550, “Other Information in Documents
Containing Audited Financial Statements .’’Thus, audi
tors are not required by section 550 to read infor
mation contained in electronic sites, or to consider
the consistency of other information (as that term is
used in section 550) in electronic sites with the orig
inal documents.
Practitioners should note that, according to the REAC
Q&A, by next year’s audit, “REAC will expand the report
ing compliance check performed by the project auditor

to include a verification of the prior year’s electronic sub
mission as part of the current year’s audit.”

Get it right the first time
Once the information is electronically submitted, it can
not be changed, so review your work carefully. This is
particularly important because, as part of the FASSUB reg
istration process, project owners agree to a “Program
Participant’s Use Agreement Regarding Electronic Data
Submissions for HUD Programs.” The agreement stipu
lates, in part, that
The use of identification numbers and passwords
attributable to the Program Participant or any person
acting or authorized to act on behalf of the Program
Participant shall have the same legal effect as a tradi
tional handwritten signature by or on behalf of the
Program Participant and shall be deemed to be the act
and deed of the Program Participant.

Other considerations
HUD, in addition to working on the Handbook revisions,
is currently studying whether a permanent extension of
the 60-day reporting period is warranted beyond this first
year’s implementation of the new regulations. At the time
this newsletter went to press, no formal decisions had
been made.

Help for practitioners
Practitioners with questions on the applicability of the new
rules, deadlines or extension requests or with the status of
the Handbook revisions and other matters should carefully
monitor the REAC Web site and, if necessary, contact its cus
tomer service center at 888-245-4860. The hours are
Monday through Friday from 7:00 a.m. to 8:30 p.m. (EST).
A “QuickTips Guide for Electronic Submissions” is avail
able at the Reznick Fedder & Silverman Web site,
www.rfs.com/Submit.htm.
—By Brad Anthony and Luis E. Cabrera. Anthony, a
manager with Maryland-based Reznick Fedder &
Silverman, provides technology consulting for housing
agencies and portfolio management services. Phone:
301-652-9100; e-mail: brada@rfs.com. Cabrera is staff
liaison to the AICPA/PCPS technical issues committee.
Phone: 212-596-6045; e-mail: lcabrera@aicpa.org.

LETTERS TO THE EDITOR
The Practicing CPA encourages its readers to write let
ters on practice management issues and on published
articles. Please remember to include your name and your
telephone and fax numbers. Send your letters by e-mail
to pcpa@aicpa.org.
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SELL AS A TEAM

possibilities for gaining helpful information. Your selling
partner may offer insights to the prospect that you lack.
ery often, when you are selling services to a poten
Comparing notes allows you to engage in creative brain
tial client, you essentially are dealing with a stranger
storming on how to move forward in the sales process.
on his or her own turf. You try to form a cohesive
● Sell more often. When you invite others to participate
picture of the prospective client’s situation and needs based in sales calls, they tend to return the favor. This helps you
on what he or she tells you during the initial meeting and,
increase your skills and expand your network. The
sometimes, on other clues. You must listen carefully to what
number of sales you make is in direct proportion to the
the prospect says and formulate recommendations that will
number of times you try. Professional salespeople rec
ognize this, yet many say they don’t sell as often as they
convince him or her that you are better than the competi
would like to (largely due to paperwork and their admin
tion. You are “on stage” and you must look your best, show
istrative duties).
interest, stay relaxed and, when appropriate, be entertaining.
Even if you enjoy selling, this complex mix of mental and
© Set a good example. A firm populated by those who
share opportunities and information is more likely to
physical activities can put you under tremendous pressure.
succeed in a tough, competitive environment. The upTo maximize the opportunities of a face-to-face meeting
and-coming CPAs in your firm will appreciate being
with a prospective client and to ease some of the pressure,
included
in the sales process. It’s not unusual for many
bring along another person from your firm. There are many
of these younger CPAs to go into private industry, and
benefits from selling as a team. You’ll find that you
then
call their favorite partner when their company
● Don’t have to run the show all the time. Taking a
needs
a CPA firm.
“rest” while your selling partner talks gives you time to

V

●

©

●

●

©
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assess the mood of the prospect, take in the general
atmosphere and adjust your approach. If you find it dif
ficult to engage in small talk, a partner can help you
avoid any uncomfortable pauses in the conversation.
Control the tone of the meeting. A dynamic selling
partner can help you create an atmosphere that is con
ducive to making a sale. I’ve noticed many times that
when two or more CPAs sell together on a regular basis,
their approach is more likely to appeal to prospective
clients. They’ve not only mastered the selling situation,
but they also have more fun.
Discover mutual interests. Two people bring more
varied leisure and business interests to the table when
meeting with a prospect. With a selling partner, you
double your odds of identifying friends and business
associates that your prospect knows and trusts.
Common links to other people or shared life experi
ences help you make the transition from salesperson to
acquaintance and, sometimes, friend.
Mentor younger CPAs. Your firm’s staff, seniors and
managers are hungry for attention and guidance from
partners they admire. As future partners, they need a
role model and they need to build their sales experience.
Younger CPAs may bring specialized knowledge or an
outlook that the prospect finds appealing. Who knows,
you may discover a rainmaker!
Learn about your own selling skills. Your selling
partner may have helpful recommendations for increas
ing your effectiveness during the sales call. Don’t be
afraid to ask for feedback.
Learn more about the prospect. When you involve
other members in the sales process, you increase the

How many do I bring along?
There are no rules about how many people you should
bring along on a sales call. However, every situation calls for
thoughtful consideration. Your firm’s marketing director can
help you determine whether a team of three or four would
impress or intimidate a prospective client. Too many people
might be intimidating if you are meeting with only one indi
vidual; however, some members of the team might have spe
cialized skills that would impress your prospect. Too few
people, on the other hand, may make your firm look too
small to meet the client’s long-term needs.
In determining who you should bring, be sure to assess the
prospective client’s size and sales, its culture and the scope
of its problems and opportunities. Learn as much as you can
about your competitors and their approach, then think
about your firm’s advantages and make the most of them.

Don't underestimate team selling
Some accountants tell me that their compensation struc
ture discourages team selling. Unfortunately, firm culture
often is more important to partners than creating a suc
cessful sales process.
To successfully sell in today’s competitive environment,
CPA firm partners must consider experimental selling tech
niques—team selling is a great way to start doing something
new to build your practice. Every manager of a profession
al service firm should establish policies that encourage the
staff to work together to develop the practice.
—By Lyne Noella, managing director of marketing at
Larson, Allen, Weishair & Co., in Minneapolis. Phone:
612-3 76-4784; e-mail: lnoella@larsonallen.com.
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WHY PRO BONO COUNTS

AMERICAN ARBITRATION
ASSOCIATION SEEKS CPA PANELISTS

pril 15 has come and gone and many CPAs are using
some of their extra time in the next few months to
develop new business, catch up on CPE or take a
very year, the American Arbitration Association
long vacation. This also is a good time to see if you can
(AAA) provides administrative services to thou
donate some time to your community, a charity or to an enti
sands of business people to resolve disputes. In
ty that would benefit from your skills but would not, ordi
many cases, resolution could be expedited if the arbitra
narily, be able to pay for your services. In this article, Reva
tion panel included a CPA.
Steinberg, a sole practitioner and member of the PCPS small
The AAA and the AICPA are engaged in a cooperative
firm advocacy committee, shares her unique experience in
effort to expand the AAA’s roster of neutral arbiters to
providing pro bono services, discusses some of the pros and
include CPAs who specialize in construction, commercial
cons of donating your time and explains why you may find
finance and banking, real estate, technology, energy and
such work rewarding.
utilities, employment issues, telecommunications and
international trade. CPA candidates should be acknowl
The skills to help
edged experts in their field and have judicial tempera
CPAs can provide pro bono services in many different ways.
ments—they must be good listeners and they should be
They can help residents of a senior center prepare tax
able to understand the issues discussed and decide the
returns or assist a not-for-profit organization in preparing
matter in accordance with the evidence and testimony
financial statements. They can serve as board members for
presented and the contractual agreement of the parties.
not-for-profit organizations and participate in AICPA and
They also must be impartial in fact and appearance.
state society committees. There are many other unique
Being part of the AAA’s roster of arbiters requires
opportunities for CPAs wishing to provide such services. A
commitment. Becoming a member includes the fol
recent personal experience convinced me that public ser
lowing steps:
vice should be part of every professional’s life.
©
The CPA must be nominated by the AICPA.
Several attorneys had filed a class-action suit against the
● He or she is interviewed by an AAA representative.
Social Security Administration and the state of Tennessee,
© The CPA completes, and files with the AAA, a detailed
charging that Social Security benefits belonging to children
application form along with a $300 filing fee.
in state custody had been improperly used. The attorneys
©
Within
six months of being accepted for the roster, he
wanted to understand the discrepancies they had uncov
or
she
must
successfully complete a 24-hour course
ered in state and federal documents. They also needed help
consisting of 8 hours of home study and 16 hours of
in preparing to take depositions from state financial officers.
classroom participation in a workshop setting.
I advised them about the questions they should ask and
©
In
the second year of panel membership, the CPA
gave them a primer on financial jargon. Afterward, Gloria
must successfully complete a 16-hour course of study
Samuels of Legal Services of Upper East Tennessee, told me
on advanced case-management techniques.
that my advice had changed the balance of power during
the depositions. Shortly after I had worked with the
© After the first two years of membership, he or she is
lawyers, the defendants made their first settlement offer.
required to attend an annual four-hour update cover
It is hard to describe the immense personal satisfaction I
ing any changes in the AAA’s rules, case law and rele
felt in helping the attorneys and, through them, the children
vant revisions to state and federal laws.
they represented. I also was reminded that the benefits
Once a CPA is on the AAA’s roster, his or her name will
extend far beyond the particular services provided. Pro
be included on panel lists sent to disputing parties. The
bono services provide an opportunity for CPAs to give some
parties select the arbiters from the lists. In rare instances,
thing back to the community and also to expand their expe
the AAA may appoint an arbiter when the parties cannot
rience. In Philadelphia, for example, Community Accoun
agree. Additionally, the AAA will undertake a communi
tants, a group of volunteers, provides free accounting-related
cations effort to promote the selection of CPAs for arbi
services to local not-for-profit organizations (NPOs) that can
tration cases.
not afford accounting services. Although these NPOs are
For more information and instructions on how to
working to improve the lives of the people they serve
apply to become a CPA arbitration panelist, contact
through social services, community development, housing,
Monte Kaplan of the AICPA consulting services team.
the arts and education, few have any bookkeeping experi
Phone: 212-596-6061; fax: 212-596-6025; e-mail: mkaence. Community Accountants volunteers are accounting
plan@aicpa.org.
continued on page 6
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continued from page 5

professionals from industry, public accounting, not-for-profit
organizations and government agencies. They work one-onone with each organization to teach its workers the account
ing procedures necessary for it to run smoothly and eventu
ally become self-sufficient. The volunteers assist with basic
accounting functions, such as bookkeeping, payroll and finan
cial reporting. They may present workshops on a variety of
financial issues and, in some cases, serve as board members.
What's in it for you? Pro bono activities can help you
build confidence, increase your leadership and managerial
skills, strengthen your organizational and planning skills and
increase your overall morale. Serving on boards of NPOs
with other members of your community also can lead to
practice development opportunities. And many proponents
of pro bono work contend that donating time and services
contribute to a positive image of the profession.
Do you have the time? Pro bono service is not without

its disadvantages, the biggest of which is how to fit such
work into your already full schedule. Volunteer projects
come in all shapes and sizes and the challenge is to find the
one that fits. For example, at Community Accountants, vol
unteer assignments are from three to six months long and
generally average 15 to 20 hours. Work is done at a time and
place that is convenient for both the volunteer and the
client. Active volunteers complete at least one assignment
per year. My work with Legal Services of Upper East
Tennessee totaled 40 hours over a two-month period.
Documents were shipped to my office where I did the
work. Several years ago, I volunteered to explain the new
FASB rules for NPOs to several board members. That took
me about four hours.
Another drawback is having to convince partners and oth
ers in your organization to allow you to spend time in pro
bono activities and to count such time as a contribution to
the bottom line. Generally, CPAs who themselves have expe
rienced the satisfaction of working as a volunteer will under
stand and encourage others to perform similar work.

Pros outweigh cons
I wouldn’t go so far as to say the profession should man
date pro bono work, but I believe the advantages for CPAs
and their firms far outweigh the disadvantages. In fact, it
would be good for all professionals to participate in some
form of public service, if only for a few hours a year. You will
be surprised just how rewarding it can be.

—By Reva B. Steinberg, sole practitioner in Philadelphia
and member of the PCPS smallfirm advocacy committee.
Phone: 215-440-8368; e-mail: revabonnie@aol.com. The
smallfirm advocacy committee champions the interests of
PCPS member firms with ten or fewer professionals. For
more information call PCPS at 800-272-3476.
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AICPA CONFERENCE CALENDAR
Practitioners Symposium
May 23-26—Pointe Hilton at South Mountain, Phoenix,AZ
Recommended CPE credit: 29 hours
Discover what other firms are doing and formulate
your own plan for success.
NEW! Doing Business in Latin America
June 14-15—Sonesta Beach Resort Key Biscayne,
Miami, FL
Recommended CPE credit: 16 hours
The future is international. Network with peers and
experts and learn about operating globally.
NEW! National Restaurants and Bars
June 14-15—Regal Biltmore Hotel, Los Angeles, CA
Recommended CPE credit: 16 hours
Finally, a conference to address the complex financial
needs, industry trends and latest developments of the
restaurant and bar industry.
Assurance Services
July 15-16—Royal York,Toronto, Canada
Recommended CPE credit: 16 hours
Learn about new assurance services, including e-com
merce, CPA WebTrust, elder care, performance mea
sures, systems reliability and risk assessment.

Healthcare Industry
July 19-20—Caesars Palace, Las Vegas, NV
Recommended CPE credit: 16 hours
Focus on the most important issues affecting the
healthcare industry, including managed care and inte
grated delivery systems.
Advanced Estate Planning
July 21—23—Adam’s Mark, Denver, CO
Recommended CPE credit: 27 hours
Three days of high-quality instruction on estate, gift
and inheritance planning. Hear about protecting fam
ily assets, providing for children, creating trusts, gener
ation skipping, retirement and succession planning.
Accounting and Auditing Advanced Technical
Symposium
July 22-23—Caesars Palace, Las Vegas, NV
Recommended CPE credit: 16 hours
Hear top speakers from FASB and AICPA technical
committees on the latest A&A developments and com
pliance information.

To register or for more information, contact AICPA
conference registration at 888-777-7077.

BizSites

PCPS
UPDATE

Useful Web sites for the
practicing CPA

Find and Retain the Best Staff
The PCPS management of an accounting practice commit
tee is developing a conference on the number one issue fac
ing CPA firms: the ability to recruit, retain and motivate qual
ity staff. The AICPA Forum on Staffing, to be held October
24,25 and 26 in Las Vegas, will be a groundbreaking event.
This hands-on, solution-driven forum is being designed
specifically to meet firm needs. In the spirit of the AICPA
forum on competing in a changing marketplace, which
brought together the key players in the consolidation revo
lution, the PCPS/MAP committee is tapping into the
sharpest minds, the most innovative thinkers and the pro
fession’s best practices to deliver innovative staffing models.
The conference is being prepared by a special PCPS/MAP
task force, chaired by Leslie Murphy of Plante & Moran in
Grand Rapids, Michigan. Its members, from across the
country, are working to make sure the forum will energize
your staff recruitment and retention initiatives.
Mark the dates (October 24-26 in Las Vegas) and look
for more information in upcoming issues of The
Practicing CPA.

"Must Attend" Sessions at Practitioners

Symposium
If you plan to attend the AICPA Practitioners Symposium,
May 23-26 in Phoenix, don’t miss the following sessions pre
sented by PCPS committee members:
® PCPS Roundtable Brunch for Sole Owners.
Presented by David McIntee, chair of the small firm advo
cacy committee, on Sunday, May 23.
® Elder Care: How To. Presented by Jon Meyer of the
MAP committee on Monday, May 24.
® The Changing Marketplace—A Firm’s Perspective.
There will be two sessions presented by Gary Shamis,
chair of the MAP committee.
● SAS Update. Presented by PCPS executive committee
chair Harold Monk, on Monday, May 24.
● Creative Staffing: A Practical Experience.
Presented by David McIntee, chair of the small firm advo
cacy committee, on Monday, May 24.
® Practice Alliances. Presented by William Pirolli, a
member of the small firm advocacy committee,

Tuesday, May 25.
● Customer Service and Value Billing. Presented by
Abram Serotta, former MAP committee member, Tuesday,

May 25.

One of the hottest niches today is business valuation—
every year, more CPAs earn their accredited-in-business valuation (ABV) designation. Are you interested
in this area? Help is a mouse-click away—several orga
nizations offer advice, publications and networking
opportunities on the Web.
Institute of Business Appraisers
www.instbusapp.org
The best feature of this site is a series of free tutorials
on valuing small and midsize businesses. The IBA also
offers courses that are open to the general public.

AICPA
www.aicpa.org/members/div/mcs/index.htm
The Institute’s consulting services (CS) team is the
first place to look for details on the ABV designation,
CEA programs, CPE and publications. Go to the CS
forum for an online discussion of business valuation
tricks and tips.

American Society of Appraisers
www.appraisers.org
The ASA has its own series of designations and exami
nations. Those who pass its tests and join can partici
pate in a members-only forum (nonmembers can view
the comments, but not post any). This site lists upcom
ing ASA conferences and maintains a searchable list of
appraisers.
The Appraisal Foundation
www.appraisalfoundation.org
This umbrella organization for several appraisal and
valuation entities sells a variety of manuals useful in
valuation engagements. You can order them right from
the Web site.
The Appraisal Institute
www.appraisalinstitute.org
Although this organization is devoted mostly to real
estate appraisal, it has a long list of books and periodi
cals on every conceivable valuation topic. If you need
narrowly focused information, there’s a good chance
you’ll find it here.

—Compiled by Richard Koreto, Senior News Editor,
Journal of Accountancy.

continued on page 8
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● SSARS/OCBOA Update. There will be two sessions
presented by Diane Conant of the PCPS special task
force on adding value to peer review.
PCPS extends a special thanks to J. Mason Andres, former
chair of the PCPS executive committee, for heading this
year’s practitioner’s symposium.
Meet and chat with these presenters, along with many of
the profession’s best and brightest, at the annual PCPS mem
bers-only reception on Tuesday, May 25, at the Heard
Museum. All PCPS members are invited to attend this gala
event and bring a guest!

While you are online, check out the new PCPS Web site. It

offers information on professional issues, technical guid
ance, management strategies, downloadable forms and other
valuable PCPS programs and services.

PCPS Surveys Trends in Small Business

Outsourcing
What are the top outsourcing opportunities in today’s
small business marketplace? PCPS has engaged the Gallup
organization to find out. Gallup is conducting a telephone
survey of over 600 small business decision-makers, asking

them to identify

The Largest Online CPA Firm Database

● What areas they outsource.

The PCPS online directory is being upgraded in order to

● Whom they hire for business advice and consultation.

become a more valuable marketing resource for more than
7,000 member CPA firms and business advisory companies.

© What they consider when choosing a service provider.

The new database will provide users with a link to local firms

© What they expect from their CPA.
The survey is designed to help PCPS firms understand

that offer the expertise and services they need.
Please note: It is extremely important that all members visit

more about the needs of their clients. The results will be

the PCPS Web site now to update their firm information.

For more information on PCPS services, benefits and activ

Firms can list their services, industries they specialize in, phone

ities, call 800-CPA FIRM (800-272-3476) or visit our Web

numbers and Web, e-mail and postal addresses.

site at www.aicpa.org/pcps.htm .

available in the early summer.
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